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  With the development of China's power transmission and distribution equipment 
industry, medium voltage switchgear industry will usher in a continuous, steady and 
rapid period of development. The market will further increase in product demand. In 
medium voltage switchgear market, fierce market competition makes it more 
important to marketing channels. Because the enterprise found in the marketing mix 
of product, price, promotion of these strategies has become more and more difficult 
to gain a competitive advantage. But marketing channels is difficult to imitate in the 
short term, it could gain a competitive advantage more than other elements. Because 
channel strategy is long-term; channel strategy often requires an organizational 
structure and channel strategy is based on relationships and people. In addition, due 
to the rising power of distributors, the need to reduce distribution costs, pressures of 
corporate growth, new technologies, growth factors. All these trends require 
manufacturers to develop an effective marketing channel. How to gain a competitive 
advantage through the establishment and management of marketing channels, 
completion of the company's strategic goals, are the problems which company 
managers must face. This is also the research purposes of article.  
This article use channel sales theory to analyze the application and status of 
Xiamen ABB Switchgear company channel sales and the strategy of competitors’ 
channel sales. The conclusion is enterprise channel sales must be adjusted as 
changing the environment After considering synthetically of ABB Xiamen 
switchgear company customers’ purchase characteristics, characteristics of products, 
channel sales characteristics, competition and environment, it is recommended that 
ABB Xiamen switchgear company should establish a "leverage" of sales channels 
based on the existing channel. It can change ABB sales from focus on all business 
sales to the main business only. This is not to create a new model, but rather to 
evaluate ABB marketing channels that already exist and redesigning. It can create 
advantage of own channels for ABB Xiamen switchgear company and contribute 
development of company , profits increase, and the competitiveness of company.  
 

























目  录 
 
 
目  录 
第一章  绪论 ················································································· 1 
第一节  论文研究的背景与目的 ···················································· 1 
第二节  研究的方法 ··································································· 1 
第三节  相关理论综述 ································································ 2 
第四节 本论文主要内容和结构的安排 ············································· 9 
第二章  高压开关行业现状和发展趋势 ·············································· 11 
第一节 高压开关行业现状综述 ···················································· 11 
第二节 高压开关行业发展趋势 ···················································· 13 
第三章 厦门 ABB 开关柜业务渠道销售的现状 ····································· 15 
第一节 厦门 ABB 公司简介及内、外部环境分析 ····························· 15 
第二节 厦门 ABB 目前的营销策略及渠道销售 ································ 22 
第三节 行业主要竞争对手的渠道销售策略 ····································· 26 
第四节  厦门 ABB 公司分销渠道存在的问题 ································· 28 
第四章  厦门 ABB 分销渠道的建立 ··················································· 31 
第一节  厦门 ABB 分销渠道的战略模式 ······································· 31 
第二节 建立厦门 ABB 高效的分销渠道 ········································· 37 
第五章  厦门 ABB 分销渠道的管理 ··················································· 58 
第一节  分销渠道的激励 ··························································· 58 
第二节  分销渠道的控制 ··························································· 64 
第三节  分销渠道的冲突管理 ····················································· 66 
第四节 分销渠道的评估与改进 ···················································· 70 
第六章 结束语 ·············································································· 72 
第一节 研究结论 ······································································ 72 
第二节 论文的不足之处 ····························································· 72 
参考文献 ····················································································· 73 































Charter 1 Introduction ........................................................................... 1 
Section 1 Purpose and background of this thesis investment .................... 1 
Section 2 Research method .................................................................... 1 
Section 3 Related theory statement ......................................................... 2 
Section 4 Content and structure arrangement for the thesis ..................... 9 
Charter 2 Medium voltage switchgear industry status and  
development trend ........................................................................ 11 
Section 1 Medium voltage switchgear 1ndustry status ........................... 11 
Section 2 Medium voltage switchgear trends  ....................................... 13 
Charter 3 Channel sales status of Xiamen ABB’s switchgear  
           business  .................................................................. 15 
Section 1 Xiamen ABB company profile and analysis for internal and  
external  environment  ........................................................ 15 
Section 2 Xiamen ABB’s channel sales .................................................. 22 
Section 3 Strategy of main competitors’ channel sales............................ 26 
Section 4 Problems of Xiamen ABB’s channel sales ............................... 28 
Charter 4 How to establish Xiamen ABB’s channel sales ................ 31 
Section 1 Xiamen ABB’s Channel sales strategic model  ....................... 31 
Section 2 Establish efficient Xiamen ABB’s channel sales ...................... 37 
Charter 5 Xiamen ABB’s channel sales management  ..................... 58 
Section 1 Incent distribution channels .................................................. 58 
Section 2 Control of distribution channels ............................................ 64 
Section 3 Distribution channel conflict management  ............................ 66 















厦门 ABB 开关有限公司渠道销售的现状和发展 
 
 
Charter 6 Tag ........................................................................................ 72 
Section 1 Suggestion of research .......................................................... 72 
Section 2 shortage of thesis .................................................................. 72 
Reference ............................................................................................... 73 















第一章   绪论 
 1
第一章  绪论 



















第二节  研究的方法 
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主要竞争者渠道销售特点，指出了目前 ABB 渠道销售的不足之处，建议 ABB
采用杠杆型渠道销售模式来创建自己的渠道销售优势。 
第三节  相关理论综述 
一、STP 及 4Ps 理论 
（一）STP 理论  
现代市场营销理论的核心就是 STP 营销，它包括三要素： 市场细分
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